ID Article Index—January-June 1971 


SPECIAL REPORTS 

25TH ANNUAL SURVEY: DISTRIBUTOR SALES DIP 1% csccccccccsssssssssssssssusneneseeesseee March 45 
For the first time in nine years, distributors did not enjoy record sales, 

though they still rang up more than $14-billion. ID roundup breaks out operat- 

ing results by type of firm and region. Do-it-yourself checklists offer guide to 

your own efficiency. 

1971 ID CENSUS DEFINES DISTRIBUTION’S NEW DIMENSIONS uuu......ssscsscsssee - April 29 
How many distributors now consider themselves specialists? How many out- 

side salesmen do they employ, and what's the value of their inventory? How 

many operate branches? What SIC industries do they serve? Answers are 

spelled out by latest ID Census of Industrial Distributors, a computer-based 

data bank covering 11,402 outlets. 

THE MANY SIDES OF DISTRIBUTOR PURCHASING 
He is called purchasing manager, purchasing director, buyer, P.A., vice presi- 
dent-purchasing, and numerous other titles—all of which mean one thing: the 
company’s purchasing headaches belong to him. ID special report profiles the 
distributor purchaser—his background, training, functions, problems, methods, 
and compensation. Includes eight case histories. 

TIS-NEW YORK ATTACKS GLAMOR ISSUES 
Round-up on annual Triple Convention covers key topics: consumerism and 
pollution. Photo spread hits highlights. 





June 25 





SALES TRAINING AND INCENTIVES 

T.T. BEARING’S INCENTIVE PROGRAM CHANGES FIVE SALESMEN INTO 28 ........... April 38 
Motivation, in form of trading stamps and Bermuda trip for entire staff, sends 

sales and morale soaring for this New York specialist. Only problem: what to 

do for encore. 

DO-IT-YOURSELF TAPES KAYO TRAINING WOES 
Cleveland fastener specialist's cassette tape program solves salesman train- 
ing problem; covers basics of salesmanship as well as product technology, 
turns out pros in one year. 


June 38 





EFFICIENCY IDEAS 

MILL SUPPLIES PACES FLORIDA FRUIT PACKERS; NO LEMONS ALLOWED ..... January 65 
This subsidiary of Gondas Corp. has found that orange groves add up to prof- 

itable PT market. 

SOUTHWEST GAGE TOOLS UP MOBILE TEST LAB 
Dallas distributor/manufacturer develops “Roving Inspection System” for 

plant operations. oe 

“KBH37, THIS IS REMOTE ONE; I'VE GOT A RUSH ORDER ...”  eccscccsscsssssooeee March 54 
Southwest Screw, L.A., installs two-way radio system for its drivers and cut- 
side salesmen. 

BEARING SALES LETS BRANCHES DICTATE THE ORDERS  scvesssssssssssssessseseee 
How to handle orders coming in from 11 branches was a problem this Port- 
land, Ore. specialist solved by installing a dictation system that receives data 
automatically. 


March 53 





sees April 49 


PROFILES OF DISTRIBUTORS 
TQOLS: ON DISPLAY BUT NOT FOR SALE 
That's not dead stock on display, it’s an antique tool collection, which has 
soared 5000% in value since Dayton’s Monnier Tool & Supply bought it in 





1955. 

ATLANTA OUTSIDE SALESMAN CHARLES CREDILLE May 86 
“| don't try to sell myself first” sums up approach of Ziegler Tools’ salesman 

of-year. 

PROFILE OF A WATER POLLUTION PRO 
Sydnor plumbs for (hydro) dynamic growth in Virginia market. 

EAGLE SCOUT PROVES “HANDICAPPED BOY NO DIFFERENT FROM ANY OTHER 

BOY” June 44 
Teenager, “A” student, Eagle Scout, cerebral palsy victim—salesman’s son 

shows what real determination is. 

CASEBOOK OF NEW IDEAS May 95 
Bearings Inc. shrinks records, costs, time and space with Microfiche; impa- 

ience inspires forklift modification at Reliance Steel; Sonnet finds sales 

key at switchboard. 
ENGINEERED APPLICATION 
Richmond specialist smokes out pollution solutions: Smith-Courtney's Dave 
Waddell shows what it takes to tap environmental market. 





June 33 











May 140 





NEW IDEAS IN MARKETING 
LITTON PT DIV. turns to Wizard of Og and A-V aids for localized distributor 


training; Rust-Oleum celebrates its 50th March 69 





Teleprocessing puts Lift Parts on-line to national market; Vaco distributor 
training packed in Happiness Kit; Flintkote Datalog boosts coatings 


biz; Cincinnati offers special on wheels May 105 





84 


IDEAS FOR MANAGEMENT 
71: WHAT'S IN THE CARDS? 
It will be a year of modest recovery, opening with sharp acceleration fol- 
lowed by letdown. Nation’s economy will end the year, on the plus side, with 
a 5% growth rate. 

COPING WITH '71 HEADACHES 
Strikes, higher labor and shipping costs, combined with unemployment levels 
of more than 5% and a continuing inflationary spiral will spoil chances for 
significant growth. 

BUSINESS INVESTMENT: CRUCIAL QUESTION MARK 
Although present plans would mean a decline of 5% in the physical volume of 

investment planned for '71, they could be revised upward if sales move. 

SHOP SERVICE SHARPENS CUTTING TOOLS’ SALES—AND VICE VERSA ......... February 51 
St. Louis specialists’ decision to supplement customer services with tool 
sharpening shop pays off two ways—improved competitive position and high- 
er sales of other lines. 

BALANCING ACT BUOYS SALES FOR GULF COAST FIRMS lata 
Distributors along the Gulf of Mexico find the marine market demanding but 
lucrative—it also keeps heads above water when industrial sales take a dive. 
JOHNSTON TAKES TO THE AIR (POWER) 
Detailed market analysis and continuous sales training are key to growing 
pneumatics business for Cincinnati general-line-turned-specialist Wm. T. John- 
ston Co. 

SIDA PLOTS ITS ROLE IN “CHANGING SCENE” 
Distributors /manufacturers hit Miami Beach for 3-days of speeches and pan 
els on purchasing, EDP, inside sales compensation, and estate planning. 

PLANT LAYOUT: DON’T LEAVE IT UP TO THE ARCHITECT naacsssssssssssssssssseeesssssssseseeees 
“Nobody knows what we need better than we do,” says Jack Sinclair, Nash- 
ville distributor who's planning to move—but not before new plant is thor- 
oughly mapped out on paper. 

CUSTOMERS CHEER MIDNIGHT SIDE OF VOLUNTEER 
If the customers burn the midnight oil, why shouldn't we? That's the attitude 

at Volunteer Bearings, Chattanooga, where the business day runs from 8 am 

to midnight. 

PT TRIO TURNS SHOW-AND-TELL INTO KNOW-AND-SELL April 43 
Three factory-men-turned-entrepreneurs—out to practice what they had been 
preaching—set up independent shop in Norwalk, Conn., to sell “PT systems 

and solutions.” 

BUBBLE, BUBBLE, TOIL AND TROUBLE; CUTTING TOOLS’ POT STILL BREWS ......... May 47 
What's happened in the aftermath of last August's price cuts by cutting tool 

suppliers? How did it affect distributor sales and profits; what steps did they 

take fo minimize losses; and what can be done to prevent reoccurence? ID 

spot survey sums up CT status. 

WHAT YOU SHOULD KNOW ABOUT PRICING REGULATIONS. q......ccvccosscccssessssesess May 75 
Author reviews history of anti-trust policy, then interprets Sherman & Clayton 
Anti-Trust Acts and Robinson-Patman Amendment as they relate to distribu- 
tor practices. 

ON THE CARE AND FEEDING OF THE GREAT INDUSTRIAL GIANT ...... 

Buyer for national corporation takes critical look at distributors, salesmen, 
and contract selling. 

E&S GIVES POWER TO THE PEOPLE, SELLS ITSELF AND ITS MACHINERY ..... May 192 
Buffalo distributor’s power machinery fair inspires customers to try before 

they buy. Firm decides to make it annual event. 


January 53 





January 58 





January 60 





February 56 


February 59 





February 65 





March 57 


March 61 








May 136 


COMPUTER OPERATIONS 

GOING COMPUTER, PART |: “IT’S THE GREATEST THING THAT'S EVER HAPPENED TO US 
—I| THINK” January 61 
Here’s the first in a series of articles by a general line distributor who is 

recording his experiences in computerizing his data processing. The author 

relates his past experience in data processing, the factors behind his deci- 

sion to convert to a terminal-based system, and his greatest problem so far 

—numbering. 

GARRETT CHEERS FOR DATA-PHONE: EAST, WEST, GARCO’S BEST .......... February 54 
Much maligned communications tool draws hurrahs at Garrett Industrial Sup 

ply, where GARCO (Garrett Automatic Reduced Cost Ordering) has won cus- 

tomers for nine years. 

SO YOU'RE GOING COMPUTE R— OUTSIDE OR IN-HOUSE? ...........ccssssssesseeeessesssnsesnsseesne April 34 
Cases on two general line firms offer pros and cons of utilizing a service 

bureau vs. installing your own hardware in the battle against paperwork. 

DISTRONICS GETS A TELEGRAM April 53 
Western Union acquires computer services firm founded two years ago by six 

plumbing supply houses. 

GOING COMPUTER, PART Il: “1 WOULD’VE GONE NUTS TRYING TO PROGRAM IT 
MYSELF May 69 
Second in series, author describes problems of designing forms, taking inven- 

tory, and programming changes in operating policies. 
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ID Article Index-July to December, 1971 


ideas for management 


Wettlaufer: to be profitable, be practical August 54 
Cost-consciousness must be instilled in employees—not just 
brass-to pay off, stresses this Buffalo, N.Y. supply exec. 
Salesman ‘‘contracts”: how to make ’em a 
winning deal September 39 

Laying the cards on the table pinpoints potential problems 
and how to avoid them. Net result: better customer relations. 
ID analyzes legality of ‘‘model’”” employment agreement. 
Managing a branch is like living in a fish bowl. ..September 51 
Four pros’ viewpoints of the branch manager’s life as con- 
nected to headquarters by an umbilical cord of paper. 

November 35 
In ID interview Don Schaff, Syracuse Bearing head, attacks 
the bearing industry’s “antiquated pricing structure.” 
ASMMA conference eyes management options. .November 49 
Rinfret analyzes Nixon economic plan; panels cover freight- 
inventory management, distributor sales and promotion. 572 
attended sessions. 
Kiefaber checks runaway costs November 91 
Belt-tightening. get-tough policies win battle against rising 
costs at Dayton, Ohio plumbing-heating, industrial supply firm. 
Noise control: something new to shout about. .. .December 21 
Occupational Safety & Health Act puts teeth into noise control 
laws. Viscon Div., Fauver, Detroit, uses sound opportunity. 

December 29 
Why allow unearned discounts on tax, freight charges to con- 
tinue cutting into your net? Resolve to crack ’em down. 
How to avoid lines that will hook and sink you. .. December 33 
Try the “six P’s’’—criteria set up by R.S. Hughes Co., Los 
Angeles, for selecting new suppliers. 

December 35 
MPT Drives was, until it took certain precautions. Here’s a 
look at lessons learned, followed by suggestions from the 
Detroit Police. 


Sales Ideas 


Fife drums up new image, quickens service beat July 41 
Jack Fife changes name at Garner-Shelton, Detroit. 
Allied Chemical Div. wins at standard 

numbering game September 47 
User-customer makes NIDA-SIDA numbering system pay off in 
less inventory investment saving 1,600 purchasing orders. 
Got a built-in personality conflict? Admit it September 63 
Readers comment on a pessimistic distributor salesman faced 
with a new territory where buyers tend to resent “outsiders.” 
Newark PT pro beats drum bugaboos October 36 
“A PT specialist's dream’’—that’s how Geo. A. Mathewson's 
John Hessey describes one of his customers, a barrel recon- 
ditioning plant. 
Anatomy of a routine sales call October 43 
It was a typical sales call; it began at 9:17 a.m., ended at 9:43. 
It was also profitable. Here’s why, from the viewpoint of the 
buyer and the PT specialist who called on him. 
Get the small orders and the big ones follow October 51 
“Small orders are a problem; but if you see potential there, 
it’s smart to live with 'em,” says this PT sales manager. 
PT knowhow throws curve at Chrysler 
Michigan salesman Jim Mousseau (Carlson-Dimond) helps 
automate windshield assembly plant. 
How do you cool a burning buyer? November 45 
Even when the customer’s wrong, he’s right. Right? Inside 
salesmen from Syracuse specialist firms comment. 
Audio-visuals put ‘Pow!’ in Powell sales sessions .December 26 
South Bend firm adds flare to do-it-yourself presentations with 
its own A-V center for sales meetings. 


Special Reports 
Attracting college grads 


1D/December, 1971 


Two articles pointing up prospects of getting |.D. grads are 
capped by third covering reasons for joining supply firm. 

Can you attract the college grad? 

Who says I.D. grads don’t—and won’t— 

go into distribution! 

“I took the job because of the people and potential”... . 
PT/B: how much is it changing? 
Goaded by dwindling profits, pricing dilemmas, foreign compe- 
tition, and the need to diversify, power transmission/bearing 
distributors head for change. Eleven industry leaders comment 
on what’s ahead. 
Factory training November 23 
Special report gives the facts behind factory training; an eval- 
uation of supplier efforts to train distributors in salesmanship 
as well as product technology. 

Factory training: the “knowhow merchants” take over. .23 

Norton training takes on true grit 27 

Boston Gear makes crash training count 

1971-72 sampling of supplier training aids 


Facility Improvements 


PT house goes psychedelic August 27 
Color cures the office ‘‘blahs” at N. Smith Belting, Toronto; it 
also proves what can be done with a paint brush to save 
money, while creating the image of an innovative distributor. 
We ironed out the bugs before building 

Delivery reliability never before possible is what Consolidated 
Bearings has achieved in its new 20,600-sq. ft. headquarters. 
Pres. Bill Meerwarth describes the pre-planning and engineer- 
ing that went into the New Jersey facility. 

DuComb strikes while iron’s cold August 60 
While many distributors cut back, this Detroit firm boldly in- 
vested $200,000 in expansion. 

New owners, new name signal new market attack. . October 52 
Industrial Rubber, Indianapolis, changes name to Industrial 
Belting & Supply to reflect new management, sales strategy. 
12 keys to planning a new plant December 31 
From feasibility studies to “start up,” here’s what planning a 
new facility should cover. (Serves as an outline for ID series 
beginning January, 1972). 


Computer Operations 


Going computer (Part Ill): “Getting inventory in shape. July 37 
General line distributor, recording his experiences in compu- 
terizing his data processing, describes final stock counting, 
last-minute problems, and actual conversion to system. 

We thought we were too small for a computer. .September 57 
EDP—who needs it!? we do, even though we have only 15 em- 
ployees and gross less than $1-miilion per year, says Elizabeth 
Cosby, head of Lighting & Supply, Richmond, who installed 
System/3 last year. 


Marketing ideas 


Allift kit shoots for new outlets; Ford unfences security line; 
Armstrong school hits road 
Rexco cements distributor relations August 49 
GE/Carboloy takes mobile training route; SPS Div. subsi- 
dizes house organs; S-K Tools’ sweepstakes bear Bowl 
September 71 
Warner Electric shifts personnel to gear up distributor support; 
Rex offers distributors “everything under sun’. .October 71 
Penco pushes product, selling; Acme-Hamilton ‘‘master’’ plan 
aims at conveyor markets; Loctite ‘return’ policy seals 
profits November 61 
Towmotor film gets top reviews; Skil launches tool loans; 
Xcelite offers display case; Dumore introduces call re- 
December 


61 
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